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UNDER SERVES 
THE WORLD 





Monday, May 1 was a momentous day for 
Digital in Australia. It was on that day that 
Digital announced the world-wide release 
of our first hardware product to be designed 
and manufactured in Australia for world- 
wide export. 

The MUXserver 300/DECmux 400 Remote 
Terminal Server is the first of a series of 
products to be designed and manufactured 
in Australia for world-wide export by our 
Computer Special Systems (CSS) group as part 
of the company’s Partnership for Develop- 
ment agreement. The systems have already 
been shipped for sale in North America, 
Europe, the Middle East and Asia. 

The MUXserver 300/DECmux 300 Remote 
Terminal Server combines the features of a 
statistical multiplexer and a terminal server, 
allowing users in remote suburbs or towns 
to connect to host computers on an Ethernet 
Local Area Network (LAN) as though they 
were directly connected to a host. In effect, 
it extends the features of a LAN to a Wide 
Area Network (WAN). 

The decision to develop the MUXserver 
300/DECserver 300 system in SPR was based 


in part on Australia’s unique population distri- 


bution and the WAN requirements it presents. 

Regional CSS Manager Graeme Shorter 
says, “The MUXserver 300/DECmux 300 
system was engineered in response to a need 
of our Australian customers, who tend to be 
nation-wide companies with small branch 
offices throughout the country. 

“Users of this system will typically have 
offices in provincial towns where there is no 
need for a local host, but there is a need for 
access to a central, company-wide database, 
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EDU SERVICES’ TOM SCHWARZ and Trevor Gregory narrowly = 
escaped China's political maelstrom while in Beijing to conduct Sales Training in May only 10 days 
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before events calling for democratic reform became violent. More on page 11. 





usually running on a host in a capital city. 
Examples include distribution warehouses, 
government services, insurance companies 
and travel agencies,’ Graeme explains. 
Glenn Boston, CSS Manager for Digital's 
General International Area (GIA) and one- 
time SPR CSS Manager, says, “The decision 
to market the system world-wide shows that, 
in the process of overcoming the problems 
associated with a relatively small and dis- 
persed population, Australia has a chance to 
turn its disadvantages into advantages, and 
become a world leader in WAN technology. 
“The decision to manufacture the system 
in Australia was based in part on the pull of 
the Partnership for Development agreement, 
and in part by the belief that in niche markets 
Australia has a chance to become a world- 


competitive manufacturing base,’ Glenn adds. 


DIGITAL REPORTS Q3 REVENUES 


For the third quarter, ended April 1, 1989, Digital reported total operating revenues of $US3.1 
billion, up 11% from the $US2.8 billion of the comparable quarter a year ago. Net income for 
the quarter was $US256.4 million, versus last year’s third quarter net income of $US305.1 
million. Quarterly earnings per share were $US2.05 versus $US2.43 last year. 

For the nine months ended April 1, 1989, Digital reported total operating revenues of $US9.2 
billion, up 14% from the $US8.1 billion of the comparable period a year ago. Net income for 
the nine months was $US759.4 million compared with $US905 million a year ago. Earnings 
per share were $US5.94, compared with $US6.83 per share a year ago, @ 











World-Class Team 
The product development team for the 
MUXserver 300/DECmux 500 system Is 
headed by Product Manager Alan Pick, who 
has overall responsibility for the product. On 
the team also is Project Leader from Engineering, 
Andrew Amos. Andrew replaces Sang Sin, who 
did a major part of the development work 
before moving on to other challenges, Alex 
Williams from Manufacturing and Eric Piip from 
FS round out the product development team. 
The world-class Engineers who did the 
development work were Peter Bell, Benny Tong, 
Harry Ohlsen, Warwick Hunter, Wei Chiang, 
continues on page 4 


BEFORE YOU 


START READING 


It would be a good idea to check out this 
issue's contest on page 15. You could be a 
winner just by reading your favourite 
magazine - Digttalk, of course! @ 











Founder and President of Digital, Ken 
Olsen, speaks out about Digital's 
future and recent past. 


All the products we dreamed about having 
two or three years ago we have to offer 
today, Getting this message across is our 
major goal at this time. 

The goal of the Corporation is to 
understand the customers and their needs 
and be ready to offer them the best solutions 
to their problems with excellent products 
and the best quality service. Our Salespeople 
are the ones who deliver this service to the 
customers; and so it is the goal of the whole 
Corporation to support the Salespeople so 
they, in turn, can serve customers. 

We believe that within a few years, there 
will be fewer full-line computer manufacturers 
in the world. We plan for Digital to be one 
of them. 

To assure this, we must maximise the 
contributions of our employees and also 
continue our careful strategy of investing in 
the growth of the company. Over the last 
three years, we invested nearly $US4 billion 
in research and engineering, mainly to 
develop new products and develop processes 
that are critical to our long-term success. 


At times of change, like this, 
it's important to reaffirm our 
| core values such as quality, 
respect for the individual, 
accountability, honesty and 
customer satisfaction. 


The products that we planned a year or two 
ago are here today and better than we ever 
dreamed. We think they will change the 
world of computing. 





When a company makes major changes in 
its product set, it also has to make changes 
in how it does business. Right now, we are 
looking hard at our organisational structure 
and our costs. We've already made some 
significant business improvements. We now 
use a lot less inventory and still ship almost 
every order on schedule, Many orders are 
shipped immediately upon receipt. 

At times of change, like this, it's also 
important to reaffirm our core values such as 
quality, respect for the individual, account- 
ability, honesty and customer satisfaction. 


Third Quarter Results 
US demand fell below expectations during 
the third quarter, while our European and 
Asian business remained strong. 

We are a financially strong company, and 
are continuing our large investment in future 
product development. However, we are equally 


committed to controlling costs and overhead, 


and increasing productivity. 
During the quarter, Digital introduced 
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several new VAX and RISC computer systems 
that have dramatic speed improvements and 
lower prices. There is strong customer demand 
for these newly announced products. 

Digital's VAX/VMS workstations are 
particularly popular where large engineering 
operations are networked over wide areas. 
Last year, in fact, our VAXstation 2000 was 
the world’s single largest-selling workstation. 
Where workstations are used in small groups, 
Digital’s new UNIX workstations are already 
making an impact on the industry because 
of their high speed and low price. 

Our objective always has been to provide 
our customers with the very best computing 
system technology. Recently, product develop- 
ment cycles have shortened throughout the 
industry, and Digital is remaining competitive 
by introducing products with better price- 
performance. All our products work together 
in a common application and networking 
architecture to offer enterprise-wide computing. 

This quarter, we did better than some 
other companies in the industry, but we 
were disappointed with the results. Even 
though we grew in revenue, our profit was 
less than it was a year ago. We did very well 
in Europe and Asia, but the US business was 
quite disappointing. 

There are many ideas as to why this has 
happened in the computer industry. We have 
announced exciting, faster and less expensive 
computers. But customers have slowed their 
purchases of computer systems, and they are 
uncertain about the US economy in general. 

We can't do much to affect the economy, 
but we can organise to help our Salespeople 
better understand our new products so they 
can, in turn, enthusiastically explain them 
to the customers. @ 
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Ken Olsen 
President 





SEMINAR PROVIDES 


EXCELLENT INSIGHT 


An ‘Integration through Technology 
Excellence’ seminar toured the Region in 
April, leaving some 300 satisfied customers 
and Salespeople in its wake. 

Sponsored by GIA, the seminar speakers 
were led by Corporate Accounts manager 
Rod Sutherland - a man with 20 years of 
experience with Digital and arguably one the 
most professional presenters in the organisa- 
tion. He opened the session by looking at 
customer needs and our strategies to meet them. 

Next, John Kunis, a technical consultant in 
the Corporate Accounts group and another 
long-time Digit, spoke generally about the 
VAX family and specifically about large VAX 
systems, clusters and storage technology. 

Corporate Accounts Consultant Jean Du 
Bois completed Digital's international 
arsenal, giving a detailed account of 
the Corporation's networking and 
communications directions. 

Special sessions on finance were also held 
in Melbourne and Sydney, led by Ken Milne, 
GIA Marketing Manager for Financial Services, 


Seminar Logistics 
In Sydney, the seminar attracted 106 attendees, 


and drew a further 100 and 85 in Melbourne 
and Canberra respectively — thereby living 
up to its billing as one of the most important 
events staged by Digital this year. 


“We wanted customers not 
just to feel comfortable with 
Digital as their computer 
supplier, but to enable them 
to make informed decisions 
in their future planning.’ 
- Marianne Starkey 
The lion's credit goes of course to Messrs 
Sutherland, Kunis and Du Bois, but they d be 
the first to thank Regional Sales Programs’ 
Marianne Starkey, who managed the 
seminar, and Corporate Programs’ Hazel 
Broadbent, who handled the immense 
amount of co-ordination with her usual 
Yorkshire panache. 

Marianne says the main aim of the 
seminar was “to get Our major customers 
together and let them know, through 
professional presentations, where we are 
with our strategy - and with our products 
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and services to implement the strategy. 

“We wanted customers not just to feel 
comfortable with Digital as their computer 
supplier, but to enable them to make in- 
formed decisions in their future planning.” 

As for the seminar’s results, we think our 
customers speak for themselves. In written 
feedback received from them following the 
‘Integration through Technology Excellence 
seminar, customers described it as: 

— ‘a valuable insight into Digital’s directions’ 

- ‘a well-presented and co-ordinated session’ 

- ‘a step in the right direction for Digital .. . 
hopefully to become a regular part of 
client liaison’ 

- ‘a valuable and thought-provoking 
planning tool’ 

- and, from one particularly satisfied 
customer, ‘one of the best and most 
informative presentations I've attended 
in recent times. 

“One of the best and most 

informative presentations I've 

attended in recent times.” 

- Customer 

On the downside, a criticism received 
was that the networking session was too 
technical for the audience, “We will address 


this next time,’ says Marianne, “with a 
separate optional stream.’ @ 
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DIGITAL: ADVERTISING THE FUTURE 


In early April, the Sydney District, in 
conjunction with the Industry Marketing 
group, held an advertising industry seminar in 
the Application Centre for Technology (ACT) in 
the O'Connell Street office (SNM) - no mean 
feat when you consider that advertising 
agencies specialise in creative presentations. 

The seminar was the brain-child of SNM 
Sales Representative Paul Kelly (pictured) who 
drove the project with the aim of raising 
Digital's profile in the advertising industry. 

Targeting 40 of the top advertising 
agencies in the country — Digital's customers 
as well as those which are not (yet) — bold 
invitations were sent out with a novel gift: 
a Chinese abacus on a marble stand. 


“Digital has won five new 
advertising accounts in the 
last 18 months and Is looking 
to capitalise on its strength 
and position in the market.” 
— Paul Kelly 


“Dale Mynott (Corporate Programs Co- 
Ordinator, SNO) came up with the idea and 
it worked very well,’ says Paul. “We wanted 


Pal i 

something that would grab their attention, 
and this was not only unusual and elegant, 
but too heavy to ignore!” says Paul. 


Agency of the ‘90s 

Some 60 top executives from large advertising 

agencies attended the day-long seminar for 

presentations and demonstrations by Digital, 

PSI Computer Systems and the firm of chartered 

accountants, Arthur Andersen and Company. 
Two streams of information were given 

focus: ‘Getting back Control’ and ‘Creative 

- Now with Computers. The areas covered 

included: 





~ Strategic Information Planning 
- The Agency of the ‘90s 

- Agency Applications 

- Office Automation 

- Managing the Change 

“We set up the ACT facility as an 
advertising agency with media, production, 
finance and creative divisions, each running 
applications software relevant to that division,’ 
explains Paul. 

“Digital has won five new advertising 
accounts in the last 18 months and is looking 
to capitalise on its strength and position in 
the market. The seminar certainly provoked 
interest. 

Paul adds, “The efforts of Dale Mynott 
and Maria Gavranich (Industry Marketing 
Administrator, SNO) were very much appre- 
ciated, as was the work of the presenters - 
Peter Smith (Health/Services Industry 
Marketing Manager, SNO), Candace Parks 
(SWS Programs Manager, SNO) and repre- 
sentatives from PSI and Arthur Andersen. 

“Tt was a very successful way in which 
to heighten awareness of the technological 
means available to the advertising industry, 
so much so that a follow-up seminar is 
already on the drawing board” @ 
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GPC ASSEMBLES THE CIRCUITS for our MUXserver 300/DECmux 300 product. Inset, a proud moment 
as Glenn Boston and Graeme Shorter announce the world-wide release of a fair-dinkum Australian export. 


continued from page I 


Dave Bonner, Ken Albert and Greg Sullivan. 
The product manuals were created by 
Ron Potter and Eduarda Silveira, assisted by 
Josie Van Gerwen and Mel Gilbert from the 

drawing office. 





WHAT IS 
MUXserver? 


The MUXserver 400/DECmux 300 system 
consists of two sub-systems: the MUXserver 
400 sub-system, which connects to the Ethernet 
LAN to which the host computer is connected; 
and the DECmux 300 sub-system, which is 
located at a remote site. The sub-systems 
communicate via a synchronous multiplexed 
composite link at up to 64 kilobits per second 
(Kbps) over leased lines, with 20 percent 
data compression. 

The DECmux 300 sub-system at the 
remote site allows up to 42 asynchronous 
devices to use the facilities available on the 
Ethernet network as if they were locally 
connected. The devices, which can be 
terminals, PCs in terminal emulation mode, 
printers or hosts, can be locally connected or 
can themselves be remote from the DECmux 
300 sub-system and communicating via modem. 

By providing a high speed data link for 
clusters of remote users and flexible con- 
figurations for various needs, the MUXserver 
3(0/DECmux 300 system offers a cost-effective 
solution for remote data communications. @ 
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The diagnostic software was developed 
by Oliver Dimitrovski and the mechanical 
design done by Nicola Mapley. 

On the manufacturing side, Wendy 
Powell handles the logistics, while John 
Roche is in charge of quality control. Alan 
Willingdale manages the assembly at CSS's 


newly-refurbished final assembly and testing 
facility at SNA, from where the product is 
shipped to Digital's distribution centre in the 
US for further shipment world-wide. 


“Australia has a chance to 
turn its disadvantages into 
advantages, and become a 
world leader in wide area 
networking technology.’ 

~ Glenn Boston 





Christine Heath, Products Planner at 
Digital's Software Manufacturing Unit (SMU), 
drove the printing of the documentation and 
reproduction of the complex software that 
controls the MUXserver 300 part of the system. 

The assembly of the electronic circuits 
is sub-contracted to an Australian company, 
General Power Controls (GPC), one of Aus- 
tralia's most capable assemblers of complex 
electronic circuits, so it is probable that a 
number of Australians outside Digital are 
beneficiaries of opportunities created by 
Digital's Australian manufacturing 
operation. @ 
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FUSION 
NON-FICTION 


Utah — Despite two years of high 
temperature superconductor research, 
scientists are still no closer to offering a 
theoretical explanation of why some ceramic 
compounds behave as superconductors in 
certain circumstances. Now for the second 
time this decade another major physical 
phenomena has been observed that cannot 
be satisfactorily accounted for within existing 
physical theories or laws. 

Fusion in a test tube ran the press 
release in late March from Utah scientist 
Stanley Pons and English counterpart Martin 
Fleischmann. The end of coal, uranium and 
oil? Not quite yet, but with a bit of luck the 
planet may have again stumbled onto a new 
realm of physics. 

The two scientists used basic desktop 
equipment and materials including: deuterium 
- a form of heavy water, a pair of electrodes 
(one made from palladium) and a small 
amount of electric current. From this initial 
experiment and subsequent ones by other 
scientists, the body of opinion has come 
down on the side of a mysterious form of 
an unexplained hydrogen process fusion as 
opposed to a chemical reaction. 

Whatever the outcome of test tube fusion, 
science has been changed forever by the way 
the fusion discovery was announced by Messrs 
Pons and Fleischmann. Ignoring convention 
they announced their discovery directly to 
the mass media before their research papers 
had even been accepted for publication in 
Nature. Earning the scorn of some colleagues, 
they nonetheless placed science on the front 
pages of world newspapers and set off a 
flurry of similar experiments around the 
world — several of which appear to have 
repeated the unexplained phenomena, 





Strung Out in Space 
NASA — The simple concept of a piece of 
string is about to go skyhigh. An idea recently 
developed by NASA scientists is to suspend 
design prototypes of potential spaceplanes 
from the shuttle into the upper atmosphere, 
where they will be subjected to the heat 
conditions experienced during actual re- 
entry. The other alternative is to develop a 
new generation of wind tunnels that could 
prove as expensive as the spaceplane itself. 
In addition scientists are investigating an 
idea that may prove to be a more economical 
method of producing electricity than solar cells 
or orbital nuclear piles. By suspending 20 
kilometre long conductive rods through the 
Earth's magnetic field, scientists have theorised 
that it will create an electromagnetic circuit from 
which electrical current can be produced. @ 











PEOPLE MAKE THE DIFFERENCE 


The fact that we're all different is one thing 
that everyone has in common. Some 
differences are immediately apparent, like 
race, age and gender, but many others such 
as culture and inter-personal style are more 
subtle Together, these differences make each 
person unique and their contributions special. 

The many and varied differences that 
employees bring to their jobs are valuable 
assets to the Corporation, and Digital is 
seriously committed to programs that ensure 
that all employees have equal opportunities 
for employment and advancement. Indeed, 
around the world, few companies can match 
Digital's aggressive pursuit of Affirmative 
Action programs. 


‘Valuing Differences’ 

A ‘Valuing Differences’ conference organised 
by Regional Personnel in March was a good 
example of that commitment. The conference 
attracted representatives from organisations 
as diverse as Australia’s Anti-Discrimination 
Board and Affirmative Action Agency to Lend 
Lease, Qantas, 3M, the Commonwealth Bank 
and IBM. 

“Attendees to the conference were 
personnel officers, trainers and managers 
from large Corporations and organisations 
that are household names in Australia,’ says 
Regional Personnel's Employee Development 
Consultant, Marilyn Smith. “It was a work- 
shop-type approach that ran over two days 
and centred on the issues and implications 
of Affirmative Action and Equal Opportunity.” 

The conference was later presented 





internally to Personnel Managers and 
Personnel Representatives from Digital SPR- 
wide. The Valuing Differences Workshop is 
now being developed for Australian and New 
Zealand environments and will be proposed 
to the SPRMC as a workshop for implement- 
ation here as a supplement to our Affirmative 
Action plans. 


Changing Workforce 

A focal point of the seminar was Jacob 
Herring (above), a consultant who, for 
several years, has directed Digital's efforts in 
the USA on race and gender relations. Jacob 
has also consulted to other major US-based 
Corporations, including DuPont and McDonalds. 

“Jacob's presentation gave attendees an 
insight into how their companies’ future 
success relies heavily on how well their 
management handle change and value the 
differences of a changing workforce,’ Marilyn 
explains. “It was the first time this approach 
to the issue of Affirmative Action was offered 
in Australia. 

“Response from those who attended was 
very positive. They felt they'd learned how 
to help their own employees become more 
aware of differences and how differences can 
be used to build more effective working 
relationships and teams.” 

By all accounts, the ‘Valuing 
Differences’ conference was a significant 
success. More than that, however, it's 
evidence of Digital's sense of responsibility to 
people and its belief in their future. @ 
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MEMBER 


Congratulations to Regional IS (Information 
Systems) Manager David McCosh (above) who 
was appointed last month to the SPRMC (South 
Pacific Region Management Committee). 

1989 is David's eleventh year of his 
leadership role in the integration of infor- 
mation systems, the implementation of 
Digital systems architecture and the manage- 
ment of telecommunications services in SPR. 

In continuing that work, David will play 
a pivotal role on the Information Manage- 
ment Committee of the SPRMC and will 
work closely with Regional Manager Cus- 
tomer Services John Brown and Regional 
Manager Systems Integration Rustom Kanga 
to take increased responsibility for the 
management of the presently distributed 
IS resources. 

IS will continue to be host managed by 
Regional F&A Manager John Lamb. 

David and his wife Ria have three children 
~ Saskia (22), Robert (19) and Stephen (17) - 
all of whom must be proud of their father's 
newest achievement. Good luck in your new 
role David. 


New Legal Counsel 
Digital has announced the appointment of 
Martin Hoffmann (right) as Vice President 
and General Counsel. Martin will report to 
President Ken Olsen and will assume respons- 
ibility for the legal functions of the Corporation. 
Martin has been Managing Partner of the 
Washington, DC office of Gardner & Douglas, 
a Chicago law firm, for the past 12 years. 
Prior to this role, Martin held a variety of 
senior positions in the US Government, 
including Secretary of the Army, General 
Counsel for the Department of Defence and 
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General Counsel for the Atomic Energy Com- 
mission, A native of Stockbridge, Massachusetts, 
Martin is a 1954 graduate of Princeton Uni- 
versity and a 1961 graduate of the Law 
School of the University of Virginia. He 
enlisted in the US Army in 1954, and was 
commissioned after Officers Candidate School 
in 1955, serving in the 101st Airborne Division 
until 1958. 

Commenting on the appointment, 
President Ken Olsen says, “We feel fortunate 
to welcome a person of Marty Hoffmann’s 
stature and breadth of experience to Digital's 
senior management team.’ 


Larry Provides Support 
Larry Czarnik (above centre) has accepted 
the position of Software Product Services 
(SPS) Business Support Manager, responsible 
for providing support to the Field, to SPS 
Business Managers and to the Business Man- 
agement group on all SPS issues. He will also 
work closely with the Hardware Product 
Services Business Support managers to assist 
with System Support issues. 

Larry joined Digital in SWS in November, 
1980 as a Software Specialist focusing on the 
commercial market place, providing support 
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and consulting to Digital's commercial cus- 
tomer base. With the establishment of the 
NSW Business Development group within 
SWS, Larry became responsible for the VAX 
high-end commercial software products, 
including software maintenance. 

In early 1985, Larry managed one of 
Digital's first onsite consulting projects at 
BHP in Wollongong, with a team of nine 
specialists and programmers. At BHP’s 
request, Larry joined their project team 
on a fact-finding exercise to Sweden. On his New 
return to Sydney, Larry focused on SPS, 
prior to its move from SWS to FS. 

Over the past two years, Larry has been 
working in the FS Business Development 
Unit for NSW supporting the General 
Manufacturing group and designated 
customers in the capacity of FS Account 
Manager. Larry's enthusiasm for, and 
knowledge of, Digital, FS and software will 
prove to be valuable assets, We wish Larry 
good luck in his new and challenging role, 


CASE Product Manager 

Susanne Pringle (above) has been appointed 
CASE (Computer Aided Software Engineering) 
Product Manager with SWS, reporting to 
Robert Porter. Susanne's main responsibility 
is in the area of CASE promotions, which 
includes promoting Digital's ‘Lower CASE’ 

or ‘Back End’ tools as well as helping to 
procure good Analysis and Design (‘Upper 
CASE’ tools). 

For the past five and a half years, 
Susanne worked for Data General, initially 
as an Office Automation (OA) Sales Support 
Representative in Sydney, and for the last 
three years as OA Product Marketing Manager 
in Melbourne. 

Susanne has a ten month old son, Blair = Quy 
Anthony, and — apart from her son - enjoys 
tennis and sewing. Congratulations on your 
new appointment, Susanne. @ 


UNITED WE 


STAND 





According to Regional Sales Programs Manager 
Arun Sanghvi (below right), the confusing 
quagmire of products on offer in the computer 
industry is forcing customers out of the mall 
and into the one-stop shop. They can no 
longer afford the time and energy it takes 

to be an ‘owner-builder’ — sorting through 
hardware and software to find the right 
solution — and increasingly are demanding 
the total solution from the one source. 

“One of the ways in which Digital meets 
that demand is in our relationships with 
third party organisations, or in our 
terminology, Complementary Solutions 
Organisations (CSOs),’ explains Arun. 

“In SPR, we do over 25% of our business 
through these all-important CSOs,’ Arun 
continues. “We join forces to provide the total 
solution in relationships that are fostered by 
our All-Channnels strategy that is being imple- 
mented throughout our Corporation.” 

There are essentially three major kinds of 
CSO relationships: 

Original Equipment Manufacturers 
(OEMs) operate within the terms of a 
business plan that specifies the markets and 
geography in which they intend to concentrate 
their sales effort using our products. OEMs 
must offer an added value application pack- 
age directed towards various markets and 
provided OEMs work within these terms, 
they are given a discount and have access 

to Digital's total product range. 

OEMs work very closely with Digital's 
Account Managers to jointly offer solutions. 
At the same time they can also operate 
independently and manage accounts in their 
own right in areas where we have not assigned 
Account Managers. 

Distributors have an agreement with 
Digital to distribute low-end products (eg 
MicroVAX II, MicroVAX 3400, MicroVAX 3300 


RHODES 
REPORT 


The Rhodes Relocation Committee is 
organising a series of site visits for Digits 
who will be relocating to Rhodes in 1990. 
The visits are conducted each Tuesday and 
Wednesday afternoon at 4pm for groups of 
12 and less. The various department co- 
ordinators for the Relocation will be in 
contact with staff over the next couple 

of months to arrange your participation. 

In addition to the site visits, the 
Relocation group has set up an ALL-IN-1 
account for staff to send questions to, Simply 
type in the message header - RELOCATION - 
and your queries will be sent to the 
Relocation committee. @ 








RESPONSIBILITY FOR cs DDS 


R&D 


Post Sales Support 
Pre Sales Support 


Sales 


Marketing 


Lead Generation 


Key 

DCS — Digital Classified Software 
DDS — Digital Distributed Software 
DMS — Digital Marketed Software 


CMP — Co-Operative Marketing 
Program 


DRS — Digital Referred Software 


computers, terminals etc.) within a specified 
geography and market. They are also chartered 
to manage small OEMs. 

We have two distributors operating in 
Australia - GEC and GT. 

Co-operative Marketing Program 
Participants (CMPPs) are organisations 
that offer packaged solutions on Digital's 
products, but differ from OEMs in that they 
prefer not to directly sell Digital's hardware, 
and in that Digital plays a role in selling the 
total solution. 

This relationship involves a number of 
different types of agreements, varying from 
Digital having full responsibility for selling 
and supporting a solution package, to both 
Digital and the CMPP jointly marketing but 
independently supporting their own 
products (see graph above). 


“Such agreements enable 
Digital to support its cus- 
tomers in a full, mutually 
beneficial business 
relationship.’ - Arun Sanghvi 


Brokers are people or an organisation with 
no legitimate business relationship with 
Digital who import new equipment from 
abroad and market that equipment within 
SPR’s sales territory of Australia, New 
Zealand, Papua New Guinea and Fiji. 

Some issues that are of concern in 
brokering are: 

— Export Compliance. Digital is bound by 
export regulations defined by the US 
Department of Commerce, We are expected 
to ensure that all equipment has a valid 
license for import into SPR. 

- Licensing. Our software operating system 
and layered products are licensed to cus- 
tomers by Digital or by one of our authorised 
CSOs. Brokers have no legitimate mechanism 
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of directly offering software licenses on 
new equipment or of transferring licenses 
between countries. 

- Warranty. Digital does not allow warranty 
transfer between countries, so that when 
equipment is not supplied by an authorised 
supplier, warranty can only be given by us 
through a detailed inspection to establish 
the engineering status of the equipment. 

- Standards. Digital cannot ensure that 
equipment imported by Brokers will meet 
all local electrical, safety, ergonomic and 
Telecom standards. 

Used Equipment Vendors find a market 

for older equipment, and we do not consider 

them to be brokers. 

“Digital places the highest value on its 
relationships with CSOs,’ says Arun Sanghvi. 
“Such agreements enable Digital to support 
its customers in a full, mutually beneficial 
business relationship.” @ 
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When unions are edgy, when a customer's 
computer people are as bewildered as their 
management, when Digital's Sales and FS 
staff have stretched their tethers, and — at 
best - everyone has assumed a Mexican 
standoff, the name that often comes up 

is Kevin Richardson's. 

Over the past eight years Kevin, joined 
two years ago by Telecommunications 
Engineer Allan Paull, has solved some 
problems which, unsolved, could have cost 
Digital millions for no other reason than 
that our world has a plethora of non- 
standard ways of expressing standards. 
Problems can arise when these aren t 
understood, and making them understood 
is part of Kevin and Allan's job. 

Together, they make up the Regional 
Product Assurance group, based at SNO. 

“What do we do? Well, | suppose the SPR 
Product Assurance group should be viewed both 
as a link to Corporate-wide Engineering expertise 
and as a service group, explains Kevin. 

“We are the group addressing the 
standards and regulations issues affecting 
Digital's business, Digital's business oppor- 
tunities and Digital's customers in SPR,’ 
Kevin continues. ‘This responsibility 
includes participation in numerous industry 
groups and associations as well as standards: 
drafting and setting activities. 

“As well as ensuring Digital is aware 
of any technical requirement or regulations 
applying to Digital's service and product 
range - present and future - in SPR, the 
Product Assurance group is consulted on all 
related issues to satisfy customer inquiries or 
tender questions. 


Understanding Terminology 

“Digital manufactures to international 
standards that often have to be expressed 

in other terms to meet local expression of 
needs,’ Kevin explains. ‘When our Sales 
Representatives or FS staff have done their 
best and still the customer is unsatisfied, our 
phones ring.” 

In early 1988, for example, the employees 
of one major customer became concerned about 
non-ionising radiation from office equipment. 
Some of this equipment was Digital's. 

“To the layman, it was a mess, Kevin 
says, smiling at a problem that eventually 
took him to our Massachusetts headquarters 
for solution, “The customer wasn't stating 
his needs in our terminology, nor using the 
same equations we use to express radiation 
limits. Understanding each other seemed 
impossible. So we couldn't give the customer 
- or the union - an answer off the top of 
our heads. 

‘In 99% of cases, | can access our 
Corporate gurus electronically and solve 
a problem overnight. But not this time. So, 





PRODUCT ASSURANCE GROUP Telecommunications Engineer Allan Paull (left) and group Manager Kevin 


Richardson. 


| brought forward a trip | was making to 
Boston anyway, and there with the experts, 
set about to translate and express the facts 
about our products in the terms that satisfied 
the customer.” Solving such potentially ex- 
plosive problems requires expertise in things 
technical and in translating to lay language, 
as well as in the arts of the go-between and 
diplomat. This makes for challenging work, 
but it’s work that Kevin Richardson and Allan 
Paull find rewarding because of the big difference 
it makes to the satisfaction of Digital's customers. 


Standards — and Prevention — First 
The Product Assurance group also answers 
questions on ergonomics, acoustics and 
hazardous substances — such as some con- 
stituents of the toners used in laser printers. 
When one defines ergonomics as ‘anything 
related to a person's job that can improve the 
use of equipment of the performance of a 
function, then you must expect to see a 
myriad of difficult, often finicky, problems, 
“We have been involved in resolving 
customer inquiries regarding the pressure 
required to actuate the keys on a keyboard,’ 
Kevin exemplifies. “Another inquiry concerned 
a tender requirement for keyboards to include 
both tactile and audible feedback when 
depressing or operating keyboard keys. 


“Often, the key to our work is 
to help customers understand 
realistic requirements and to 
explain to them why Digital 
designs its products in a 
certain way.’ - Allan Paull 
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“The resolution to both issues was 
typical. By using the already well-established 
rapport we had with Engineering in Digital 
world-wide, we quickly identified the right 
people - product design engineers and an 
ergonomics guru — to address the questions 
to. Hence we were able to satisfactorily 
resolve the issues after an exchange of 
what the problems entailed.” 

Allan Paull adds, “Often, the key to our work 
is to help customers understand realistic 
requirements and to explain to them why 
Digital designs its products in a certain way. 

Advising on tenders ties the Product 
Assurance group's work closely to the law. 
Although Australian and New Zealand standards 
usually lag behind the European, people here 
are rapidly becoming aware of the impact 
many factors can have on job performance. 

Keeping abreast of trends, new standards 
and changes from ‘Recommended to ‘Com- 
pulsory are part of the group's daily work. 
While Allan concentrates on the questions 
that arise over tender specifications, answers 
acoustic and ergonomic queries and seeks 
product approvals from Telecom Australia and 
the State electricity authorities, much of Kevin's 
time is spent exploring issues with professional 
and industry organisations and Governments. 

The group was involved, for example, in 
putting together business plans for the first 
laser product introduced by Digital into SPR, 
the LNOI. This involvement was to ensure 
the relevant standards, if any, were satisfac- 
torily addressed and that any regulations or 
legislation covering lasers, existing or pending, 
were complied with. Kevin's group is the 
link to Digital’s Corporate Product Safety 
group, based in the US, and acts as their 
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representative in SPR. 

The group was also involved in helping to 
resolve the major confrontation being faced 
some years ago by Digital, and indeed the 
entire industry, regarding ergonomics. This 
issue was concentrated around a term which 
someone unfortunately used early on in the 
debate. This term, ‘RSI, stuck and was used 
very loosely by people with insufficient ex- 
perience and knowledge to realise their mistake. 

Kevin worked laboriously with the 
industry associations to educate the public, 
employers and employees. It was believed 
most of the problems was related to poor 
education concerning the correct use of VDU 
and keyboard equipment. This has since 
proved to be correct. 

The results of this time-investment have 
been good for the computer and telecommuni- 
cations industries as a whole and good 
for Digital. 


The Fruits of Lobbying 

When Kevin Richardson joined Digital in 
1981 after six years in telecommunications 
and six years as an aeronautical engineer, 
most of his time was taken up with product 
approvals and keeping abreast of where 
Telecom Australia, OTC and New Zealand 
Telecom were headed so that Digital could 
anticipate product designs and technical 
requirements fiye years down the track. 

Six short months after joining Digital, 
Kevin achieved his first major coupe as a 
result of the close relationship he had 
already established with Telecom Australia. 
Digital was the first to be connected to the 
Telecom Australia trial X.25 (AUSTPAC) net- 
work for manufacturers and suppliers of 
X.25 products. 

This was achieved because of Kevin's 
active participation in the technical and user 
forums Telecom Australia put in place prior 
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to their introduction of an X.25 network. 
These groups were discussing technical 
issues, facilities to be offered and the 
tarriffing to be imposed. 

As a result of Kevin's close and co- 
operating attitudes with these groups, 
Telecom Australia also decided to use the 
VAX computers they already had at their 
Research Laboratories in Victoria to test the 
new network, simulate network faults and 
then help them with their network evaluation 
and checks, 


“We are the group addressing 
the standards and regulations 
issues affecting Digital's busi- 
ness, Digital’s business oppor- 
tunities and Digital's customers 
in SPR:’ - Kevin Richardson 


“One of my major goals was to persuade 
Telecom Australia to change its policies so 
that they were in line with those of telephone 
authorities around the world,’ he recalls. 
“Consistency would mean that Digital could 
produce standard products and standard docu- 
mentation for every region of the world. 

“T pushed for this in industry 
associations because | saw that other multi- 
nationals as well as local companies wishing 
to export all had the same problem.’ 

Kevin's first big win came in early 1983 when 
Telecom granted Digital the authority to certify 
the suitability of data terminal equipment for 
connection to Telecom Data and public-switched 
telephone network services. 

Next, Kevin worked with industry organ- 
isations to help the Australian Government 
see that Telecom's triple role as policy setter, 
regulator and product supplier was not in 
the public interest. Often, he believes, the 


‘backroom gurus’ in Telecom required an 
over-engineering that hindered product and 
service development. 

In May 1988 the Government resumed 
responsibility for policy setting and decided 
to allow private industry to compete with 
Telecom for the supply of value-added 
services. Today, even your telephone need 
not be Telecom-supplied — it just must meet 
Telecom standards. 


Enter AUSTEL 

July 1 this year will be a proud day for Kevin: 
the day AUSTEL, the new independent tele- 
communications regulator, starts work. 

Kevin and Paul Morris from Maine 
Nicholas Computing Services kicked off the 
AUSTEL legislation by firstly, doing most of 
the work in industry submissions to Govern- 
ment suggesting this approach and the estab- 
lishment of such a body. Kevin has been heavily 
involved in further submissions to Government 
outlining the policies and structure the Aus- 
tralian telecommunications environment 
should adopt. These included details 
proposals of AUSTEL policies and procedures. 

These changes have enabled the Product 
Assurance group to widen its focus from pro- 
duct approvals to ergonomic, acoustic and 
environmental standards. It is also publishing 
booklets, such as Australian Data Com- 
munications, which help both Salespeople 
and customers keep abreast of the rapidly 
changing world of telecommunication. 

“We have close links with Digital's 
expertise world-wide, and I'm a member 
of several industry bodies such as the Aus- 
tralian Information Industry Association, 
which published the ergonomic guide 
Computers in the Workplace,” says Kevin. 

“| also represent Australia on a number 
of international standards committees in two 
world-wide standards organisations. One of 
these is the International Electro-technical 
Commission (IEC), which is an internationally 
accepted standards organisation for all 
electrical and technical issues covering all 
facets of life and industry from the electrical 
safety of computers to the construction of 
stress-withstand requirements of concrete,’ 
Kevin explains. 

“The second organisation is the Inter- 
national Standards Organisation which is 
concerned with issues such as Information 
Technology and OSI, X.400. EDI, LAN standards 
and the like’’ Kevin notes. 

“Recently, | was a member of the 
Australian delegation to the International 
Telecommunications Union World Admini- 
strative Telephone and Telegraph Council 
meeting - WATTC-88. The purpose of this 
particular WATTC meeting was to draft a 
treaty document for international 
telecommunications regulation. 

“Through Allan and myself;’ adds Kevin, 
“Digital's staff have Corporate-wide access to the 
expertise that could be what they need to help 
solve some of the trickiest customer problems.’ @ 
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PEOPLE, PRODUCTS AND PROJECTS: WORLD UPDATE 





s most of us know, Asia is one of the 

fastest-growing segments of the inter- 
national computer market. Late last year, 
Digital introduced several new products for 
four major Asian languages: Hanzi (simpli- 
fied Chinese used in the People's Republic of 
China), Hanyu (traditional Chinese used in 
Hong Kong and Taiwan), Hangul (used in 
Korea), and Thai. 

The products announced include an 
Asian VAX/VMS operating system, Asian 
WPS-PLUS/VMS document processing 
software, VAX RALLY/Hanyu 4GL for 
application development, and the Hanzi 
VT482 terminal. 


C'dmund J. Reilly, President of Digital's 

Japan Region, recently received the Albert J. 
Schwieger Award for Professional Achievement’ 
from the Worcester Polytechnic Institute's 
School of Industrial Management, Worcester, 
Massachusetts during the school’s 40th 
Annual Banquet. 

Each year the Schwieger Award honours 
an individual who has demonstrated out- 
standing accomplishment in his or her 
chosen field, Ed is the second Digit to 
receive this honour. In 1979, Senior Vice 
President, Sales, Service, Marketing, Inter- 
national (SSMI), Jack Shields, was selected 
for the Schwieger Award. 


igital has been selected by the giant 

Boeing company for a $US multi-million 
systems integration project, Boeing Commercial 
Airplanes and Boeing Computer Services — divi- 
sions of the Boeing company — have awarded 
Digital a contract to provide a data management 
and control system for Boeing's new sheet 
metal manufacturing facility under construction 
in Auburn, Washington. 

The project is the largest Computer 
Integrated Manufacturing (CIM) undertaking 
in Boeing's history and one of the most 
significant manufacturing projects ever to be 
managed by Digital as a prime contractor. 


| pects and Digital have signed an 
agreement to work together to help manu- 
facturers realise the benefits of CIM. An 
integrated process control solution will be 
marketed co-operatively between Digital and 
Honeywell's Industrial Automation Systems 
Division to help manufacturers in the oil and 
gas, pulp and paper, chemical, and food and 
beverage industries. The agreement reflects 

a growing trend for leading process control 
and computer companies to work together 

to provide integrated solutions for multi- 
vendor manufacturing environments, 


\ Jew communications capabilities 

1 Y announced recently by Digital and Northern 
Telecom Inc — a US-based leading global 
supplier of fully digital telecommunications 
systems - functionally integrate voice and 
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data information resources at the desktop. 
Digital's new Computer Integrated 
Telephony (CIT) products - the VMS CIT 
Server and VMS CIT Applications Interface 
software - in conjunction with Northern 
Telecom's new Integrated Services Digital 
Network Applications Protocol software, 
provide users with a communications link 
between computer and telephone, tying soft- 
ware residing on the computer system to the 
switching capability of the telephone system. 
This integrated development effort has 
led to applications such as enhanced auto- 
matic call distribution; an integrated message 
desk capability; and screen-based dialing that 
enables a user to key in the name of the party 
to be called. These comprehensive applications 
solutions are for any environment that requires 
the high-level interaction of the terminal 
with the telephone, such as banking, 
manufacturing, or office environments. 


t the recent National Computer Graphics 
sociation Conference in the US, Digital 

announced the Integrated Visualisation En- 
vironment program for scientific visualisation. 
Visualisation is the transformation of data into 
a pictorial form for improved analysis and 
understanding, for example, an astrophysicist 
who examines numerical data and plots points 
for a galaxy can now see the galaxy in a 
three-dimensional graphic representation, 

The program establishes technical criteria 
which participants must support and pro- 
motes technical exchange between Digital 
and application vendors. The three key pro- 
gram standards are DECnet/OSI, DECwindows 
desktop environment/XUI (X User Interface) 
and CDA (Compound Document Architecture). 

Use of these standards by applications 
suppliers will allow customers to share data 
more easily across applications, to quickly 
develop new visualisation applications which 
will work together and to make the task of 
data analysis easier and more effective. 


2 has introduced DECforms software, 
a set of development tools and run-time 
services that help application developers 
create fixed-format user interfaces. 

DECforms, one of the tools in Digital's 
CASE environment, is the VMS implementation 
of the proposed ANSI/ISO standard for a 
Form Interface Management System. This 
first version of DECforms supports the full 
range of VT-series terminals and compatible 
PC and workstation terminal emulators, 

It enables applications to take advantage 
of differing terminal characteristics, regardless 
of functional differences. This means that 
developers can now write just one program 
to support multiple environments and 
terminal devices. 


igital and Olivetti announced in May that 
they have reached an agreement under 





which Olivetti will supply Digital with 
personal computers for distribution 
throughout Europe. 

The computers, to be manufactured to 
Digital's specifications in Olivetti plants based 
in Italy, will be marketed and serviced 
through Digital’s Sales and FS groups. 

Olivetti shipments, comprised of systems 
based on 80286, 80386SX and 80386 micro- 
processors, will form the basis of Digital's 
new family of DECstation PC products for 
European customers and will be a key element 
in Digital's European range of desktop systems. 
Customers will now be able to run VMS, UNIX, 
MS-DOS system software, and products such 
as OSH/MOTIF on Digital platforms. At the PC 
level, the new DECstation PCs will be a powerful 
addition to Digital's integrated personal com- 
puter solutions for use in a multi-vendor, 
enterprise-wide networked environment. 


n late April, SPR announced the world- 
i wide availability of a new, usage-based 
license option for ALL-IN-1 integrated office 
information systems. The ALL-IN-1 software 
Personal License is a four-person license, so 
that customers license as much ALL-IN-I 
software as they need, when they need it. 

“With over 1.7 million users, the ALL- 
IN-I system is the leader in the world-wide 
integrated office information systems mar- 
ket,” says Jane Stark, Product Manager for 
Business and Office Information Systems 
(SNO). “And with Personal Licensing, the 
ALL-IN-1 system's benefits - the ability to 
easily access, communicate, and share 
information - can be more easily provided 
to smaller groups of people at a lower cost, 
on Digital's large and small VAX systems. 
Customers can simply add more Personal 
License packages as their needs expand.” 

Personal Licensing is not bound to 
Digital's VAX CPU size, meaning that the cost 
of licensing ALL-IN-1 software can be based 
solely on the number of people using the 
software. Because CPU-based Standard 
Licensing will continue to be available for 
ALL-IN-1 software, customers can choose the 
most cost-effective license option; for 100 or 
more people on a VAX 6320 computer system, 
for instance, the ALL-IN-1 System License is 
more cost-effective. 

A license trade-in policy allows customers 
to trade in their Personal Licenses with 
credit toward a System License, when the 
latter becomes more cost-effective. 


pes US organisation is running a 
unique program that will help to face 
one of the most challenging business 
climates in its history. Called ‘All Hands On 
DEC’, the program is an organisation-wide 
drive to close incremental business, designed 
to focus maximum energy and resources on 
our Sales and Services performance. 





All Hands On DEC’ involves the 
temporary full- or part-time assignment of 
Headquarters and Field employees to districts 
which have asked for help. Districts will 
identify required skills, locations and 
timeframes to a Headquarters ‘Resource 
Command Centre’ which will match the 
requests with Headquarters and Field talent. 
US employees with needed skills are already 
volunteering to participate in the All Hands 
On DEC’ program. 

Volunteers will return to their original 
organisation upon completing temporary 
assignments in the Field. In addition to 
temporary assignments, a priority will be 
placed on filling permanent openings in the 
Field with skilled Headquarters employees. 

All US groups, including Manufacturing, 
are participating in the program. In addition, 
Digital's Engineering organisation has estab- 
lished a special link into the ‘All Hands On 
DEC’ program so that they can provide a 
quick response to requests for information 
or temporary help in the Field. @ 
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‘MILESTONES 


Please join us in congratulating the 
following Digits who will reach important 
milestones in their career with Digital in July: 


Fifteen-Year Recipient 
George Sanderson, STL FS 


Ten-Year Recipients 
Bruce Ball, NZO FS 

Mike Andrews, NZO FS 

Bob Cusdin, CCO FS 

Rick Wilkins, SNS FS 

Martin Willems, BBO FS 
Howard Staples, CAO Sales 
Barry Denholm, ADO FS 
Bambos Haralambous, MEO FS 


Five-Year Recipients 
Edu Bill Poole, STL FS 
Roger Evans, MEO Sales 
Russ Whitley, SNO Marketing 
Noelene Woo, SND FS 
Margaret Brady, SNH SWS 
Beverly Whyte, SNH SWS 
Chris Kyriacou, SND SWS 
Vincent Moran, SND SWS 
Lee Taylor, CAO SWS 
John Derrett, SNA Sales 
Roy Vieth, MEO FS 

Lyn Williamson, MEO FS 
Peter Wilde, MEO FS @ 
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“One thing you learn the hard way is that 
there is no easy way.’ - Anonymous. 


Continued from page | 















Like the 5000 km Great Wall of China 


PF (above) - the only man-made structure 
_ visible from the moon — the history of 


the world is. being vividly marked by 
the current episode of political unrest 


_ in the nation’s capital of Beijing, 


Integrated Solution Manager Tom 
Schwarz (pictured above ) 
and Senior Edu Services Instructor Trevor 
Gregory saw history in the making when 
in Beijing last month to give a Sales 
Training course to new Chinese and 
Korean Salespeople. 

“The focus of the political activity 
was very much the students versus the 
Government, says Tom. “Foreigners 
were merely bystanders and we felt no 
fears for our safety. The only problem 
was trying to get to the classroom. 
Massive crowds of protesters made 
it difficult to drive anywhere.” 

Tom and Trevor were, however, able 
to tour the city, taking in regular tourist 
sights such as the old Summer Palace (/ic- 
tured left) before the events turned violent. 

When asked about their adventure, 
Tom says: “We were doubly fortunate in 
that we were not only on the spot when 
history was being made, but we were safely 
away when things became violent.’ @ 
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SOUTHPOWER'S PETER PLATT (left) hits the start button on their new VAX 6300 system as Robin Elvery 


looks on. 


The first VAX 6300 system to be sold in New 
Zealand has been installed by Southpower - 
4 new joint venture between the Christ- 
church Municipal Electricity Board (MED) 
and Central Canterbury Electric Power Board. 

The joint-venture company is the largest 
electricity retailer in the South island with 
790 staff, 140,000 customers and projected 
annual turnover of $NZ160 million. 

Southpower Information Systems 
Manager, Peter Platt, says the new VAX 6300 
system would be ‘clustered’ to the existing 
VAX 8530 computer which, he says, already 
runs one of the most advanced utility billing 
systems in the country. 

The billing system — a joint development 
between MED staff and our Christchurch- 
based Applications Development Centre - 
was the first large New Zealand project to 
use VAX RALLY 4GL (Fourth Generation 
Language) and Rdb/VMS relational database. 
Now successfully completed, the system 
allows much more detailed billing on a 
monthly, instead of two-monthly, basis. 


Efficiency Plus 

According to Peter Platt, the new $NZ1 
million system was also important for the 
introduction of new management practices 
that were part of moves towards power 
supply authorities becoming “more private- 
sector oriented.” 

“Southpower is modelled on competitive 
private sector lines,’ Peter explains. “By that 
I mean leaner, more efficient and generally 
more responsive to customer needs. We've 
had to look very hard at ways to ensure that 
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costs can be accurately identified, projects 


better controlled, and the large cash flows 
carefully managed. 

“By using the latest computer technology 
we plan to do a lot more with fewer resources 
and to keep electricity prices at the lowest 
possible level.” 

Our Christchurch Branch (CCO) Manager, 
Robin Elvery, comments that Southpower 
has a reputation for innovation among 
supply authorities, 





Amanda Smith, FS Contract Administrator, 
NZO 

Chris Tomblin, SWS Specialist, WEO 

Donna Carter, Account Development 
Representative, MEO 

Lynne Fraser, Regional Secretary, SNO 

Rosalie Turner, Customer Response 
Representative, STL 





“They re certainly leading their industry 
in the use of computer technology,’ says 
Robin. “Their software and hardware is 
second to none anywhere in the world. The 
utility billing system is extremely sophisticated 
and has attracted a lot of interest around 
SPR, both within Digital and among other 
electricity retailers. 


Growth Path 

“Southpower is also the first New Zealand 
user of our newly-released VAX 6300 computer 
system. This gives the ability to add from one 
to six processors in a single cabinet and 
crosses the performance range of four 
distinct IBM families: the AS/400, IBM 9370, 
IBM 4381 and IBM 3090;" Robin continues. 

“The new system has the ability to increase 
in size six times by simply installing more 
processors. This gives Southpower an extremely 
cost-effective growth path into the future. 

“Southpower is also a good example of our 
unique clustering’ technology,’ Robin adds. 
“The joint venture, which suddenly doubled 
the workload of the computer system, meant 
all they had to do was simply plug in another 
VAX of a suitable size and power alongside 
the existing computer, with both systems 
sharing the same data and workload.” 

According to Robin, Digital views the VAX 
6300 series as ideally suited to New Zealand 
users because its expandable nature means a 
small mid-range system can grow in easy steps 
to handle all but the very largest applications. 

“The VAX 6300 series was launched in 
January this year, says Robin. ‘Since then 
we've sold four and have a number of other 
strong order possibilities. 

“The other sales are still customer 
confidential, but one is for a fully-configured 
VAX 6340 system which will be the largest 
VAX in the country.’ @ 


Leigh Adams, Repair Centre Technician, SNL 

Steve Quarmby, Repair Centre Technician, 
SNL 

Kevin Ellwood, Purchasing Specialist, SNO 

Susan Leonard, Contract Administrator, STL 

Ron Bunker, Regional Sales Manager, SNO 

Vicki Bromley, SWS Specialist, SNH 

Roslyn Mitchell, Regional Secretary, SNO 

Rolf Jester, UNIX Marketing Manager, SNO 

Ross Hage, Branch Logistics Co-ordinator, 
BBO 

David Foulcher, Sales Representative, SND 

Johneen Gurnick, Contract Administrator, 
NZO 

Gerard Fonmanu, Stockkeeper, SNL 

Napoleon Yanga, Repair Technician, SNL 

Clement Fisk, Account Development 
Representative, WEO 

Kim Liesching, District Secretary, MEO 

Shane O'donoyan, FS Engineer, WPO 

Bettina Vial, Credit Clerk, SNO 

Helen Griffiths, Secretary, ADO 

Karen Ng, FS Contract Administration, NZO @ 
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I am writing to thank Digital very much for 
its efforts to get our Lysaght Acacia Ridge site 
up and going again so quickly after the 
recent computer room fire. We were very 
pleased with Digital's response. 

The efforts of Steve Lloyd-Jones and 
yourself in obtaining the rented VAX-11/785 
so quickly, and in spending so much time 
to ensure it was delivered by the weekend, 
were much appreciated. And we were 
particularly impressed with the helpful 
attitude and timely assistance provided by 
Digital’s Brisbane Branch - Brian Keane and 
Les Benbrook in particular. 

Thanks too to the Lane Cove who were 
able to ship the equipment so promptly. Brent 
Kingston of DECdirect was particularly helpful. 

I don't know the full cast of characters 
from Digital who were involved, but could 
you please ensure that they (and their 
management) all see this letter. 

PF Garrety 

Superintendent Business Systems 

Coated Products Division 

BHP Steel 
Addressed to WGO Sales Representative 
Jobn Goth. 


An Eye-Opener 

I would like to thank Pat Keogh and his team 
for putting together the most thoroughly 
professional hardware and software demon- 
stration that | have seen in my five years 
with Digital. 

My customer was the Department of 
Foreign Affairs and Trade who are likely to 
release two major tenders over the next two 
years for a world-wide network incorporating 
a complex office automation environment. 
Having no real background in Digital's 
products, the demonstration was a real eye- 
opener in terms of Digital's capabilities in 
a mixed-vendor environment, specifically 
displaying our networking and network 
management skills, Windows functionality 
and IBM connectivity in a polished and 
‘fuss-free’ manner. 

As a first introduction for Foreign Affairs to 
Digital, its products and people, | could not 
have wished for a more appropriate forum. 





The value of this effort by all of the 
people involved in ‘Information Integration 
Expo is being realised in the most tangible 
form for Digital - increased profile and 
credibility in the Government base. 

Peter Bartlett 

CAO Sales Representative 


Minimal Disruption 

Now that the upgrade of our hardware is 
complete (and all old hardware removed) | 
would like to take the opportunity to thank 
Engineers Graeme Taylor and Graham Roberts, 
and you for the way in which you carried 
out the whole operation. 

The upgrade was completed with 
minimal disruption for our users, most of 
whom had no loss of service at any time 
and who would not realise that an upgrade 
had taken place were it not for the greatly 
improved response times. 

| am also very pleased (but not surprised) 
with the level of co-operation showed by 
your Engineers towards myself and the staff 
at ECC. This helped to make the upgrade as 
easy and as trouble free as possible from our 
point of view. 

John Gilbert 

Co-ordinator Technical Services 

Elizabeth Computer Centre 
Addressed to TZO FS Manager Roy Hodgson. 


Professional and Impressive 

I want to thank you, Clare (Teale) for the 
superb job you did in preparing the Australia 
Post account plan. The results were very 
professional and impressive. At all times you 
were very helpful in the preparation and in 
advice on layout and presentation. You worked 
extremely hard to meet a very tight deadline 
and | really appreciate this. 

I understand this was the first job to be 
completed using a field test of DECwrite, 
which had many bugs. This was all the 
more to your credit. | have great confidence 
in using the Bid Centre for proposals. Thanks 
for a job well done. 

Ian Mitchell 

Australia Post Account Manager (MEO) 


Rita and Ruth Save Revenue 

I would like to formally recognise two 
people for an excellent job of saving valuable 
FS and Networking revenue. Brisbane FS 
revenue has been at risk for several months 
largely because of approaches from third 
party maintenance organisations. 

Despite very aggressive competition from 
several third party maintenance suppliers 
Rita Sparkes and Ruth James have signed a 
maintenance agreement with BP locally for 
$A11,000 per month. This agreement helps 
to lever sales in the Networking area where 
third parties have attempted to attack 
Digital's installed network with inexpensive 
network gear. 

The strategy of calling often and at high 
levels have paid dividends for Digital. Thanks 
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to both for an excellent sub-account man- 
agement job, 

Joseph Zangara 

BBO Sales Representative 
Addressed to BBO FS Manager Ken Barr: 


Working on Good Friday 

| would like to express our appreciation to 
Digital for the assistance provided in upgrading 
to Version 4.6 of VMS. 

Please pass on our appreciation to Eileen 
Shields (MEO FS Account Specialist), Chris 
Russell (MEO FS Delivery Unit Manager) and 
especially to David Evans (MEO SWS 
Specialist) for making himself available 
on Good Friday. 

Rod Mann 

MIS Manager 

Vickers Systems Pty Ltd 


STRESSED 





OUT? 


Your alarm didn’t go off, your shirt isn't 
ironed, the car won't start and the trains are 
on strike? The project you've been working 
on for two months has just been cancelled 
and the deadline on your next project has 
been brought forward to tomorrow? The salad 
sandwich you ordered without beetroot has 
beetroot, the school calls to say little Tommy 
is sick, and you suddenly remember that the 
annual general meeting of Mensa is being 
held at your place tonight? How do you feel? 

Stressed! 

‘Stress’ has become the health buzz word 
for the '80s, a way of describing physical, 
mental and emotional overload. We all func- 
tion best when there is a certain demand 
placed on us, and some stress can be positive, 
but the problem arises when there is either 
too little or too much stress. We all feel it, 
but how we handle it, how long we can 
handle it, and what helps to alleviate the 
effects can be different for each person. 

Stress management is life management; 
finding a way to deal with problems as they 
come up instead of waiting for a problem to 
build; setting realistic goals; and most import- 
antly, daily creating the best environment for 
handling those stressful times. If you re 
ready to make a new start, here are some 
golden rules: 


Nutrition - eat a healthy diet 

Exercise — just a walk around the block can help 

Water - drinking water is like an internal shower 

Sunshine — try to get outdoors 

Temperance - everything in moderation 

Air — breath deeply at least twice a day 

Rest/relaxation — spend some time loosening up 

Trust your body - it will tell you when you 
are not treating it well. Act on the physical 
signs. @ 


| THIRTEEN 











A special pat on the back goes to Corporate 
Programs Co-ordinator Hazel Boadbent, who 
handles more than her fair share of dramas 
in her everyday role of putting together 
seminars and projects from go to whoa. 
Hazel's*job includes organising venues, 
invitations (often designing them herself), 
equipment to be at the right place at the 
right time, guest speakers, refreshments, 


display posters, slides and videos, attendants’ 


badges and registration . . . the list goes on. 
As an example, in Melbourne for the first 
day of the ‘Integration through Technology 
Excellence’ seminar (see story page 3), Hazel 
found out - at 6:30am — that the audio 
visual company hired for the seminar had 
let her down. Hard-working Hazel set to and 
by 9am had re-organised everything that 
was needed — a screen, back projection, etc. 
The seminar took place with no disruptions. 








1962 Annual sales of the Corporation reach 
$US6.5 million. 

1964 Subsidiaries formed in Australia and 
UK. 

1967 Max Burnet joins Digital and opens 
our Melbourne ‘office’ - a single room 
at 445 St Kilda Road. 

1969 European Headquarters opens in 
Geneva, Switzerland. 

1971 First annual customer satisfaction 
survey is taken. First ‘local’ sale in 
New Zealand made - a PDP-I1/50 
computer to Bond and Bond. 

1974 Digital purchases Maynard Industrial 
Park, better known as ‘the Mill. The 
oldest part of the Mill dates back to 
1859, when it served as a carpet and 
woollen yarn mill before later produc- 
ing woollens, flannels and blankets 
for the Union army in the American 
Civil War. 

1975 Max Burnet succeeds Dave Denniston 
as General Manager of Digital Equip- 
ment Australia. SPR's first customer 





FOURTEEN | 


JUNE IN DIGITAL'S HISTORY 


Typical of the tributes to Hazel's 
efficiency from those who've worked with 
her are these comments from Regional Sales 
Programs Manager Arun Sanghvi: “I have 
utmost confidence in Hazel. She is at all 
times absolutely trustworthy.’ 

Thanks Hazel - you're appreciated! 

kk 
Industry Marketing Logistics Marketing Manager 
Frank Aue and his wife Cheryl have become 
proud first-time parents with the birth of 
Alison Kate on April 22, weighing a healthy 
3.7 kg. Congratulations to the Aue family. 
kk 
At the monthly Canberra (CAO) Social Club 
drinks last month, CAO Administrator Louise 
Bilston announced her engagement to Patrick 
Ephraums. Congratulations to the engagees! 


“x * 


As Corporate sponsor of the Australian- 
American Association, Digital supported 
Australian-American Friendship Week activities 
and in particular the organisation of the service 
held in Canberra on 27 April to commemorate 
the 1942 Battle of the Coral Sea. Government 
Marketing Manager Ben Dunn attended the 
service, and was introduced to a special 
guest — US Vice-President Dan Quayle. 


kak 


Also in Canberra, some 200 CAO Digits and 
customers donned dinner suits and evening 
gowns to attend the Digital Canberra Symphony 
Orchestra annual sponsorship evening held 
on 19 April. Guests were welcomed by Regional 
Marketing Manager Nick Ramensky. According 
to Rita Ellwood of the CAO Industry Marketing 
group, it was an excellent evening. Pre-concert 


training centre is established. 

1980 50th VAX in SPR is sold. Digital, Intel 
and Xerox co-operate in Ethernet local 
network project. Corporate breaks the 
$U82 billion in revenues mark. 

1981 The 100th VAX in SPR is sold. 
Digital's world-wide revenues clear 
the $US3 billion hurdle. 

1983 Annual world-wide sales reach $US4 
billion, , 

1984 Australian revenues reach $All6 million, 
placing Digital in the number two spot 
among the nation’s computer vendors. 

1985 Corporate revenues reach $A169 
million mark. 

1988 SPR Edu Services opens Customer 
Training Centre at Milsons Point 
(SMP). SPR Sales reorganises 
geographies and establishes new 
Western and Federal Government 
Districts. New position of Australian 
Sales Manager is announced and 
accorded to Tony Baynes. @ 





BELATED CONGRATULATIONS to Adelaide (ADO) 
FS Support Engineer Chris Coleman who was 
chosen as 02 Employee of the Quarter. 

Chris completed an enormous number of 
tasks during the Q2 period, and yet never seemed 
too busy to help a fellow Digit. According to all 
who have worked with him, Chris’ cheery dis: 
position and ‘can do’ attitude made him a very 
worthy recipient of the award. 





drinks at the Canberra School of Art were an 
elegant and relaxing entree to a beautiful 
performance by the Orchestra at the Canberra 
School of Music. 


kkk 
May 1 is a date to remember forever more in 
the household of CAO Sales Representative 
Steve Vujovic and his wife Dawn. At 1:30pm 
on that day, their first child was born - a 
lovely little girl they've named Stefanie. Best 
wishes to all, 


kkk 


Regional Product Marketing Manage Mai. 
Burnet paid a visit to our Darwin office 


pril'and spent a hectic three days 
being hosted by DAO Sales Representative 
Alistair Long. 

In the short period of his Darwin tour, 
Max: visited the Police DP section, and 
discussed our image developments and how 
it could relate to the NEC fingerprint system; 
attended the annual general meeting of the 
Australian Computer Society's Darwin 
branch, where he gave a talk called ‘DEC's 
approach to Open Systems in the ‘90s_ that 
was well received by the audience of 26 
IBM-oriented users; and inspected the Beaufort 
Hotel complex with a view to possible future 
DECUS Symposiums. 

Max also: provided a well received mini 
‘roadshow’ of all the recent products to 14 
attendees at the DECUS local users group, 
with a VAXstation 3100 with DECwindows 
and MicroVAX 3300 on show; and re-visited 
the Northern Territory University (NTU) 
where he helped sell the Darwin Community 
College their first VAX-I1/780 many years ago, 
meeting with the Deputy Vice Chancellor. 

“NTU would like Digital to help with 
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TZO FS ENGINEER Graham Roberts, a Digit of 
16 years’ service, was given formal recognition 
for his efforts by being awarded Tasmania's 02 
Employee of the Quarter. 

Not so long ago, Graham had to service the 
entire Hobart market alone for a month and 
managed to more-than-satisly our customers in 
that time. His Tassie co-Digits describe Graham 
as, ‘A nice chap who puts in that extra effort with 
a happy-go-lucky, good-natured, helpful attitude.” 
Conaratulations Graham. 


their Solar Car project for the next world- 
wide race in November 1990," says Max. 
“They are very proud of the fact that their 
car beat one from MIT (Massachusetts Institute 
of Technology) in last year's Darwin to 
Adelaide race!” 

As if that was not enough Max also: met 
with and toured the Darwin Joinery - a 
manufacturing CIM site which is producing 
‘tropical proof” office furniture, and who 
will host the next DECUS meeting; and 
provided a talk entitled “The impact of 
workstations on mapping’ to an audience 
of 22 at the Institute of Surveyors and 
Cartographers, including a demonstration of 
EUCLID and AutoCAD on the VAXstation 3100. 

“The Darwin office is well located and 
very presentable with a nice conference 
room that was well used during my stay.” 
comments Max. “Electronic mail access back 
to MISFA in Sydney was very good — well 
done Alan Mason! 

“I found it very enjoyable to go back into 
the small office environment, and see very 
capable people working as a team, and sur- 
viving 3000 Km from Chatswood! My thanks 
to the Darwin staff for their hospitality.’ 


x** 

Thanks to the efforts of Sales Representative 
Graham Wilkinson (SND), Samuel Taylor (whose 
‘bad and mean and mighty unclean’ Louie the 
Fly crosses our TV screens nightly) have invested 
in a MicroVAX 3400 - a new word processing 
system that replaces their old Honeywell DPS6 
in their data processing section. 

Front page of the company’s April-issue 
staff magazine, Newstalk, heralded the new 
purchase with these words: “The cost of 





maintaining the new unit is much less than 
the old Honeywell and both the data and word 
processing systems can be used from a single 
terminal. Apart from its superior technology 
the new (MicroVAX 3400) is also surprising 
in its size. The old Honeywell takes up to 
15 times more space than the new ‘baby’” 
Congratulations to Graham and to all 
who helped achieve the sale. 


xk 


Report of missing person . . . Our story 
about the Government Technology Event 
(April cum May issue, page 6) neglected to 
mention an important player in the exhibition's 
success: Stan Gifford of Regional Technical 
Support fame who, according to several 
delayed reports, worked his proverbial off 
and together with his comrade teckie Peter 
Quodling made a formidable pairing. Stan, 
sorry, man! 





IN A FAR-FLUNG CAREER with Digital that has 
spanned 20 years this month, SWS Engineering 
Manager Bill Fulton has worked for SWS in the 
US, Switzerland, France and three Australian 
locations. ‘The mere passage of time is no achieve- 
ment,” says Bill, “though it certainly is fun to stop 
and remember the many amazing individuals I've 
worked with over the years. I’m looking forward 
to the opportunities the next 20 years will bring.’ 


kk* 
Would the real Peripherals Marketing 
Manager please stand up? Last issue, Jim 
Hutton was given this title, which in fact 
belongs to Michael Slack. Many apologies 
to Jim, who is, of course, Terminal and 
Accessories Marketing Manager. @ 





READ AND WIN 


We know you eager Digits read every word of Digita/k, so here's an 
easy contest for you. ; 
Just count the number of times the noun ‘Digital’ appears in the 
magazine — including ‘Digital's’ and including the three times it has. 
been used to tell you about the contest, but excluding its appearance 
in the word ‘Digitalk’ 

Write the number down in the space provided below, send the 
coupon to us by close of entry, and you could find yourself in a 
restaurant at the expense of Digitalk to the value of $A100 - not bad 
spoils for just reading your mag! If you have any queries, please 
contact either Stephen De Kalb (SNO 10/1, ext. 5268) or Klay Lamprell 
(SNO 10/1, ext. 5746). 

Entries close July 10, when the first correct entry drawn will be 
the winner. 

Good luck and good reading! 


Send entries to Digitalk, SNO 10/, no later than July 10, 1989. 
NAME 
POSITION 
MAILSTOP 

The word ‘Digital’ is used 








times in the June issue of Digitalk. 


FIFTEEN 


INSIDE 


2 Overview 
Founder and President of our 
company, Ken Olsen, looks at 
Digital's place in this time of change. 


5 People Make the 


Difference 
The differences we have in common. 


7 United We Stand ~ 
A look at the relationships Digital 
has with third parties, 


8 The Art of Being a 
Go-Between 
Our Regional Product Assurance 
group in profile. 


10 News Reviews 
What Digital is up to around the 
world. 


11 Raising the Bamboo 
Curtain | 
Edu Digits Tom and Trev watch history 
in the making In downtown Beijing. 


14 Who, What, Where 
and Why? 
Tidbits of news in ‘Overheard’ 



































IN FROM THE DOWNPOUR, Digital's ACS ladies’ golfing team celebrate their "Rear Guard’ award with the 
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support of Regional Edu Services Manager John Baker. Left to right are Maggie Alexander, Sue Blood, 


Jeanette Furness and Merri Mack. 


In torrents of rain, the annual Australian 
Computer Society (ACS) golf day was held 

at the Pymble golf course in Sydney with 
Digital's teams sloshing through the fairways 
to complete the 18 holes. 

The ladies’ team, made up by Corporate 
Communications Secretary Sue Blood, Edu 
services Secretary Jeanette Furness, DECUS 
(Digital Equipment Computer User Society) 
Chapter Administrator Maggie Alexander and 


JUNE BIGITALK 
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MAX BURNET 


Media Relations Manager Merri Mack, won 
the prestigious ‘Rear Guard’ award. 

The men’s team, united by Regional Edu 
Services Manager John Baker, SWS Business 
Manager Janos Farkas, Australian Personnel 
Manager Tim Jeffrey and Account Manager 
for Finance and Banking, Brian Lehner, took 
pride in their valiant efforts at completing 
the course — unlike some of their 
competitors, @ 
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